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diberi ilmu pengetahuan beberapa derajat (Q.S. Al-Mujadalah : 11) 
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surga (H.R Muslim). 
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ABSTRAK 

 

 

PENGARUH KEPERCAYAAN, PERSEPSI NILAI, PERSONAL SELLING, 

DAN WORD OF MOUTH  TERHADAP KEPUTUSAN PEMBELIAN  

PRODUK 

 HERBALIFE DI KLUB BODY SIPP KUDUS 

 

 

Riska Tri Anggarani 

                                                     NIM. 2014-11-437 

 

Dosen Pembimbing I   :  Sutono, SE, MM, Ph.D  

Dosen pembimbing II  :  Dian Wismar’ein, SE, MM 

 

Penelitian ini bertujuan menguji pengaruh kepercayaan, persepsi nilai, 

personal selling, dan word of mouth berpengaruh terhadap keputusan pembelian 

produk Herbalife di Klub Body Sipp Kudus baik secara parsial secara berganda. 

Obyek penelitian penelitian ini adalah para konsumen yang membeli produk herbalife 

di di Klub Body Sipp Kudus. Pengumpulan datanya menggunakan kuesioner, sumber 

datanya berupa data primer dan data sekunder. sampel penelitian sebanyak 100 

responden. Analisis data menggunakan uji Regresi Berganda, uji hipotesis (t dan F), 

serta koefisien determinasi (Adjusted R Square). Berdasarkan hasil pengujian dugaan 

penelitian menggunakan analisis regresi, uji hipotesis, dan koefisien determinasi 

diperoleh kesimpulan sebagai berikut ini. (1) Kepercayaan berpengaruh positif dan 

signifikan terhadap keputusan pembelian produk Herbalife di Klub Body Sipp Kudus. 

(2)  Persepsi nilai berpengaruh positif dan signifikan terhadap keputusan pembelian 

produk Herbalife di Klub Body Sipp Kudus. (3) Personal selling berpengaruh positif 

dan signifikan terhadap keputusan pembelian produk Herbalife di  di Klub Body Sipp 

Kudus (4) Word of mouth berpengaruh positif dan signifikan terhadap keputusan 

pembelian produk Herbalife di Klub Body Sipp Kudus. (5) Kepercayaan, persepsi 

nilai, personal selling, dan word of mouth pengaruh positif dan signifikan 

berpengaruh terhadap keputusan pembelian produk Herbalife di Klub Body Sipp 

Kudus secara berganda. 

 

Kata kunci : Kepercayaan, persepsi nilai, personal selling, word of mouth  keputusan 

pembelian   
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ABSTRACT 

 

THE INFLUENCE OF BELIEFS, PERCEPTIONS OF VALUES, PERSONAL 

SELLING, AND WORD OF MOUTH OF THE PRODUCT PURCHASE 

HERBALIFE CLUB BODY SIPP KUDUS 

 

Riska Tri Anggarani 

                                                     NIM. 2014-11-437 

 

Advisor  I   :  Sutono, SE, MM, Ph.D  

Advisor II  :  Dian Wismar’ein, SE, MM 

 

This research aims to test the influence of beliefs, perceptions of values, 

personal selling, and word of mouth influence on purchasing decisions product 

Herbalife at Club Body Sipp Kudus well partially in multiple. The object of this 

research study are the consumers who buy the products herbalife at Club Body Sipp. 

The collection of data using questionnaires, the source of the data in the form of 

primary data and secondary data. sample research as much as 100 respondents. 

Data analysis using Multiple Regression tests, test the hypothesis (t and F), as well as 

the coefficient of determination (Adjusted R Square). Based on the results of testing 

the alleged research using regression analysis, test hypotheses, and the coefficient of 

determination of the obtained conclusions as follows. (1) the trust is a positive and 

significant effect against Herbalife product purchasing decision at Club Body Sipp. 

(2) the perception of the value of a positive and significant effect against Herbalife 

product purchasing decision at Club Body Sipp. (3) Personal selling positive and 

significant effect against Herbalife product purchasing decision at Club Body Sipp 

(4) Word of mouth effect positively and significantly to the Herbalife product 

purchasing decision at Club Body Sipp. (5) the beliefs, perceptions of values, 

personal selling, and word of mouth influence positive and significant effect on 

purchasing decisions product Herbalife at Club Body Kudus Sipp double. 

 

Keywords: Beliefs, perceptions of values, personal selling, word of mouth purchase 

decisions   
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